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Dixie State University  
       Hazy School of Business 

 
 
Mission Statement Summary 
 
Dixie State University is a publicly 
supported institution of higher 
education that strives to enrich its 
community and the lives of individual 
students by providing associate and 
baccalaureate degrees and 
certificates, by fostering lifelong 
learning, and by sponsoring activities 
and events that meet the educational 
and cultural needs of its regional 
constituents.  
 
Dixie State University accomplishes 
these objectives directly by delivering 
excellent teaching in a learning 
environment recognized for its 
personal relationships, values, service, 
diversity, and open access, and by 
creating strategic partnerships for 
learning opportunities. 

 
MKTG 4700 01 – Marketing Strategy - 

CRN: 40337 
Instructor: Don Fisher 

Office: HAZY 337 
                                                                                             

Cell Phone: (951) 847-8031 
Office Hours: Check Office Door 

 
The designated course e-mail address is: 

fisher@dixie.edu 
 

 
This information is current for a period of 90 days from the date of 

issue. 
 

Course Outline 

Class Time: Monday and Wednesday, 
1:00 pm – 2:15 pm.  

Classroom: HAZY 219 

This course outline provides the instructional 
framework for the course.  By carefully reviewing 
the content contained herein, you will be able to 
formulate a study plan that will effectively guide you 
through the course to its completion. 

Each week you will be required to read one 
chapter, complete a chapter quiz, and submit a 
post in the discussion thread.  

I have organized Canvas in order to best help you 
complete these tasks. The course has been divided 
up into 16 weeks. Each week will list all of the 
assignments that are due. Almost all assignments 
will be submitted in Canvas. As you progress 
through the course, please take special note of the 
due dates as I will NOT accept late work. 

 

Course Description 

Welcome to MKTG 4700 Marketing Strategy!  This 
course will focus on various aspects of marketing 
strategy and decision making, while paying 
particular attention to ethical decision making and 
the sustainable organization. You will be required to 
synthesize the theories and concepts that you have 

mailto:fisher@dixie.edu
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learned in earlier marketing and business courses 
to develop well-informed, thoughtful, strategic 
marketing decisions. The pre-requisite for this 
course is: MKTG 101.Prerequisites: MKTG 
3010/ENG 1010. 

Course Textbook 

1. 33 Strategies of War by Robert Greene  
2. Change by Design by Tim Brown 
3. Course Readings Packet a compilation of 6 

Harvard Business School and Ivey Case 
Studies. 

Course Objectives/Learning 
Outcomes 

At the conclusion of this course, the student 
should be able to: 

• You will be able to understand and apply 
the concept of the Triple Bottom Line to 
your evaluation of a marketing problem. 

• You will be able to evaluate a firm’s 
strategic competitive advantage from the 
standpoint of innovation, financial standing, 
and customer relationships. 

• You will be able to synthesize disparate, 
sometimes conflicting, pieces of information 
to make strategic marketing decisions 
regarding how best to handle a variety of 
different marketing-related situations and 
problems. 

• You will be able to use principles from the 
Triple Bottom Line to make 
recommendations as to how an organization 
can enact ethical and sustainable marketing 
strategies. 

 
A variety of techniques will be used to enhance 
your learning for this course. These include 
lecture/discussion by instructor and guest 
speakers, debates, case analysis and discussion, 
in-class discussion, presentations, and group work, 
exams, video cases, in-class group activities, out-
of-class group and individual assignments, and 
Internet research. You are expected to come to 
every session having completed your reading 
and/or other assignments. 

Grading & Performance Policy 

GRADING POLICY - grades are based on the 
following criteria: 
 Discussions   20% 
 Quizzes    20% 
 Class Participation   20% 
 Wednesday  Presentation  10% 
 Weekly Paper  10% 
 Change by Design  
  Assignment             10% 
 Final Exam   10% 
 
     100% 
 
 
DISCUSSION’S  

Each week you are required to post in the 
class discussion by midnight on Tuesday. 
You are then required to respond to three of 
your peers posts by midnight on Sunday. In 
order to receive full credit, your responses 
should be intellectual and value adding. 

QUIZZES 
After reading each chapter, you will 
need to take a short 5 question quiz. 
These quizzes will be taken on Canvas after 
reading and discussing each chapter. 

Wednesday Presentations 
 Each Wednesday class you are to prepare 
            a written and an oral presentation of 5-6 
            minutes on the subject of that week’s 
            chapter. 
CLASS PARTICIPATION 

Marketing is an interactive discipline and 
as such, we will learn as much from one 
another as we will from a careful reading 
and analysis of the course materials.  It 
is important to remember that you will 
be severely penalized for not 
participating in discussions.  That said, 
class participation will be based on the 
quality, not quantity, of your 
contributions to the class discussion.  
After every class, I will assign a grade 
for class participation on a scale of 0 to 
5.  At the end of the semester, your 
participation grade will be calculated 
with respect to the person with the 
highest participation grade in the class.  
I use the following formula in calculating 
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your participation grade: (your 
grade/highest grade) X 20%. In general, 
I assign points as follows: 

 
0 Points  Unexcused 
Absence  
 
1 Point  Student Physically 
Present in Class  
 
2 Points  Student Participates 

in Extremely 
Limited Fashion but 
Does Contribute in 
Some Way  

 
3 Points  Student Participates 
in Class in an “Average” Way  
 
4 Points  Student Provides 

Very Good 
Comments and 
Interacts with 
Fellow Students 
Well  

 
5 Points  Student Interacts 

Extremely Well with 
Class and Provides 
outstanding 
comments and/or 
Class Leadership  

 

MISCELLANEOUS ASSIGNMENTS 
As we work through the semester, there 
may be additional assignments that you 
will be required to complete. We will 
discuss this at a later time. 
 

Final Grading: Grades are based upon the 
following: 
 93-100 % = A  90-92 % = A- 

87-89 % = B+  80-86 % = B 
 77-79 % = C+  70-76 % = C 
 67-69% = D+   60-66% = D 
 Below 60% = F 
 
 

Class Policies 

• Classrooms are special 
environments in which students and 
faculty come together to promote 
learning and growth. It is essential in 
these environments that respect for 
the rights of others seeking to learn, 
respect for the professionalism of 
the instructor, and the general goals 
of academic freedom are 
maintained. Disruptive behaviors, 
such as chatting during lectures, 
arriving late to class, sleeping, 
texting, web browsing, game 
playing, reading non-class material, 
and others listed in the DSC Student 
Rights and Responsibilities Code, 
are not permitted and may result in 
your removal from class. Repetitive 
or seriously disruptive behavior, 
such as fighting, using profanity or 
insults, making personal or physical 
threats, or damaging property, will 
be reported to Campus Security. As 
the instructor, it is my responsibility 
to determine whether any specific 
student is disrupting the learning 
environment. 

• You are responsible for all 
announcements that are made 
during class. 

• If you are absent from class it is 
your responsibility to arrange with 
another student to pick up 
handouts (if any) distributed in 
class.  

• Academic misconduct or 
dishonesty will not be tolerated.  
Please consult the University’s 
policy on academic dishonesty if 
you have any questions.   

• Turn off all electronics during 
class.  No emailing or texting 
during class. 

• Seek help whenever you do not 
understand something.  Failure to 
do so normally compounds the 



Fisher – Syllabus (MKTG 4700 Fall 2018) 

MKTG 4700 - Fall 18 - Fisher, D.doc    © Dixie State University Page 4 of 8 

problem as the course 
progresses.  You will find me very 
receptive to your questions. 

 

University Information 

If you are a student with a medical, 
psychological or a learning difference 
and requesting reasonable academic 
accommodations due to the disability, 
you must provide an official request of 
accommodation to your Professor from 
the Disability Resource Center within 
the first two weeks of the beginning of 
classes.  Students are to contact the 
center on the main campus to follow 
through with, and receive assistance in 
the documentation process to determine 
appropriate accommodations related to 
their disability.  You may call 652-7516 
for an appointment and further 
information regarding the American with 
Disabilities Act (ADA) of 1990 per 
Section 504 of the Rehabilitation Act of 
1973. 
 
Important class and college 
information will be sent to your DSC 
email account.  This information 
includes your DSC bill, financial 
aid/scholarship notices, notification of 
dropped classes, reminders of important 
dates and events, and other information 
critical to your success in this class and 
DSC.  All DSC students are 
automatically assigned an email 
account.  If you don’t know your user 
name and password, go to 
www.dixie.edu for complete 
instructions logging in and accessing 
your account.  You will be held 
responsible for information sent to your 
email, so please check it often. 
 
 

 “The mass market has split into 
ever-multiplying, ever-changing sets 
of micromarkets that demand a 
continually expanding range of 
options” 
 Alvin Toffler 1928-, American social 
commentator in Powershift (1990) 
 
Disability Statement: 

 
Americans with Disabilities Act (ADA) Statement: 

 
Students with medical, psychological, learning or other 
disabilities desiring reasonable academic adjustment, 
accommodations, or auxiliary aids to be successful in 
this class will need to contact the DISABILITY 
RESOURCE CENTER Coordinator for eligibility 
determination. Proper Documentation of impairment is 
required in order to receive services or 
accommodations. DRC is located at the ground floor of 
the Financial Aid Office. Visit or call 652-7516 to 
schedule an appointment to discuss the process. DRC 
Coordinator determines eligibility for and authorizes 
the provision of services. 
 
Dmail: 
 
You are required to frequently check your dmail 
account. Important class and college information will be 
sent to your dmail account, including DSC bills, financial 
aid/scholarship notices, notices of cancelled classes, 
reminders of important dates and deadlines, and other 
information critical to your success at DSC and in your 
courses. If you don’t know how to access your dmail 
account, go to www.dixie.edu and select “Dmail” from 
the left column. To locate your dmail username and 
password, go to www.dixie.edu, and click on “Log in to 
students services” or the “My Dixie” button. 

 
 
 DSU seeks to provide an environment 
that is free of bias, discrimination, and 
harassment.  If you have been the victim of 
sexual harassment/misconduct/assault we 
encourage you to report this to the college's 
Title IX Director, Cindy Cole, (435) 652-
7731, cindy.cole@dixie.edu.  If you report to a 
faculty member, she or he must notify the Title 
IX Director about the basic facts of the incident. 
 
 
 

Course Objectives/Learning Outcomes 
 

At the conclusion of this course, the student should be able to: 
 

http://www.dixie.edu/
http://www.dixie.edu/
http://www.dixie.edu/
mailto:cindy.cole@dixie.edu
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             1. Demonstrate proficiency in the use of Marketing Strategies. 
2. Summarize ways in which marketing strategy skills and innovation to create 
business value. 
3. Articulate marketing strategies for collaborating with Information 

Technology professionals to create business value. 
 

LEARNING OUTCOMES (LO) This course is intended to address the following Bachelor of 
Business program learning outcomes on the introductory and developmental levels: 

1. A working level knowledge of the core functional areas of business:  
A. Students will demonstrate a working level knowledge of core business functions related to 

marketing strategies. 
B. Students will be able to analyze a complex business situation, identify relevant business 

issues, opportunities and problems.  
2. The ability to apply higher levels of critical thinking: 

A. Students will be able to analyze business situations by performing appropriate quantitative 
and qualitative analysis, synthesize to form alternative solutions; and make recommendations 
for viable courses of action. 

3. The interpersonal and communication skills necessary to succeed in business: 
A.  Students will deliver professional quality oral presentations 
B.  Student will prepare professional quality written presentations 
C.  Students will identify the essential elements of successful teamwork and will reflect 

upon their competency and experiences in applying them 
      4. The ability to identify and resolve ethical issues: 
       A.  Students will be able to analyze a complex business situation, identify relevant 
                  ethical issues and suggest ethical courses of action for marketing strategies. 

 
COURSE OBJECTIVES:  Students will be preparing to meet the demands of real-world 
business as managers and employees.  By the end of the course, students should be able to: 

1. Demonstrate an introductory level of knowledge of the critical responsibilities of Sales 
Management (LO 1A) 

2. Identify, analyze and determine management-level recommendations regarding the 
important trends and challenges of Sales Management (LO 1A, 1B, & 2A) 

3. Identify, analyze and determine recommendations regarding the needs and demands of 
Sales Management  
(LO 1B & 2A) 

4. Identify the major laws impacting Sales Management (LO 1A, 1B, & 2A) 
5. Create and present professional quality oral and written presentations (LO 3A& 3B) 
6. Work effectively in teams (LO 3C) 
7. Identify and apply ethical and social responsibility  to management decisions (LO 4A) 

 
 
 
 
 
ASSIGNMENTS:    
 

Assignment Links                                                                                              Course LOs 
 
Weekly Written/Oral Chapter Reports                       1,2,3,4,5,7 
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Semester Sales Company Project       1,2,3,4,5,6,7 
 
Daily Discussions on Marketing Strategy Topics     1,2,3,4,5,7 
 

      Marketing Strategy Articles Presentations     1,2,3,4,5,6,7 
   
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 

MKTG 4700 Fall 2018 Schedule 
  Mon Tues Wed Thur Fri Sat Sun 

Week 1 
(Aug. 20) 

 Syllabus 
Discussio
n 
War: 
Chapter 1 
Discussio
n 

 Canvas 
discussion 
response 

Student 
reports       

3 Discussion 
Replies; War: 
Chapter 1 Quiz 

Week 2 
(Aug. 27) 

 War: 
Chapter 2 
Discussio
n 

 Canvas 
discussion 
response 

Student 
reports       

3 Discussion 
Replies; War: 
Chapter 2 Quiz 
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Week 3 
(Sept. 3) 

  Labor 
   Day 
Holiday 

 Canvas 
discussion 
response 

  War: 
Chapter 5 
Discussion 

 
    

3 Discussion 
Replies; War: 
Chapter 5 Quiz 

Week 4 
(Sept. 10) 

  War: 
Chapter 6 
Discussio
n 

Canvas 
discussion 
response 

Student 
reports       

3 Discussion 
Replies; War: 
Chapter 6 Quiz 

Week 5 
(Sept. 17) 

  War: 
Chapter 7 
Discussio
n 

 Canvas 
discussion 
response 

Student 
reports       

3 Discussion 
Replies; War: 
Chapter 7 Quiz 

Week 6 
(Sept. 24) 

  War: 
Chapter 
10 
Discussio
n 

 Canvas 
discussion 
response 

Student 
reports 

 
    

3 Discussion 
Replies; War: 
Chapter 10 Quiz 

Week 7 
(Oct. 1) 

  War: 
Chapter 
11 
Discussio
n 

 Canvas 
discussion 
response 

Student 
reports 

 
    

3 Discussion 
Replies; War: 
Chapter 11 Quiz 

Week 8 
(Oct. 8) 

  War: 
Chapter 
13 
Discussio
n 

 Canvas 
discussion 
response 

  
    

3 Discussion 
Replies; War: 
Chapter 13 Quiz 

MKTG 4700 Fall 2018 Schedule 
  Mon Tues Wed Thur Fri Sat Sun 

Week 9 
(Oct. 15) 

  War: 
Chapter 
15 
Discussio
n 

 Canvas 
discussion 
response 

Student 
reports       

3 Discussion 
Replies; War: 
Chapter 15 Quiz 
 

Week 
10  
(Oct. 22) 

  War: 
Chapter 
20 
Discussio
n 

 Canvas 
discussion 
response 

Student 
reports 

 
    

3 Discussion 
Replies; War: 
Chapter 20 Quiz 

Week 
11 
(Oct. 29) 

  War: 
Chapter 
22 
Discussio
n 

 Canvas 
discussion 
response 

Student 
reports 

 
    

3 Discussion 
Replies; War: 
Chapter 22 Quiz 
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Week 
12  
(Nov. 5) 

  War: 
Chapter 
24 
Discussio
n 

Canvas 
discussion 
response 

Student 
reports       

3 Discussion 
Replies; War: 
Chapter 24 Quiz 

Week 
13  
(Nov. 12) 

  War: 
Chapter 
27 
Discussio
n 

 Canvas 
discussion 
response 

Student 
reports       

3 Discussion 
Replies; War: 
Chapter 27 Quiz 

Week 
14  
(Nov. 19) 

  War: 
Chapter 
30 & 32 
Discussio
n 

Canvas 
discussion 
response 

Thanksgiving 
     Break 
       

3 Discussion 
Replies; War: 
Chapter 30 & 32    
Quiz 

Week 
15 
(Nov. 26) 

  Change 
By Design  
    Prep.  
    Time   

Change By 
Design 
REPORTS       

 Week 
16 
 (Dec. 3) 

 Change 
By Design 
REPORTS   

Change By 
Design 
Reports   

 
    

 
Final Exam – Dec. 10-14 
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